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Price Adjustment Letter
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Dear [Supplier's Name],

I hope this letter finds you well. It has been a pleasure working with you and your
esteemed company in the past. We greatly appreciate the quality of the products
and services you have consistently provided us.

As we continue to evaluate our operational expenses, we find it necessary to seek
cost-saving opportunities wherever possible. With this in mind, we kindly request
your assistance in revisiting the pricing structure for the [Product Name] that we
currently procure from your company.

While we understand the market conditions and the challenges faced by suppliers,
we believe that a slight adjustment in the pricing could significantly benefit both
parties involved. As a long-term partner, we value the relationship we have built
with your company and are committed to fostering mutually beneficial
arrangements.

We have thoroughly analyzed our budgetary constraints and compared prices from
alternative suppliers. We remain confident in the superior quality and reliability of
your products. However, we believe that a modest reduction in the price of the
[Product Name] would greatly contribute to our continued partnership and allow us
to maintain competitiveness in our respective markets.

We are open to discussing this matter further at your earliest convenience. Please let
us know if you require any additional information or if there are any terms you
would like to propose for consideration.

Thank you for your attention to this matter. We look forward to your favorable
response and to continuing our successful collaboration in the future.

Warm regards,
[Your Name]
[Your Position]

[Your Company Name]



